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1. My name is Lawrence T. Babbio, Jr. I am President and ChiefOperating

Officer for Bell Atlantic. In that capacity, I share responsibility for all ofthe corporation's

business operations, including our new long distance services. I submit this declaration in

response to the request by AT&T for a stay ofthe FCC's decision granting Bell Atlantic

authority to provide long distance service in New York.

2. Bell Atlantic already is subject to tremendous local competition today in

New York and the pace ofthat competition is accelerating. Competitors now serve as the

local carrier for approximately 1.5 million lines in Bell Atlantic's service area in New York.

Initially, that competition focused on large business customers. Over time, however,

competitors increased their scope and today serve all types ofcustomers including mass

market residential and small business customers. All three ofthe major incumbent long

distance carriers and numerous other carriers are currently offering local services on a mass

market basis. These competitors use their own facilities as well as reselling Bell Atlantic's
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service and purchasing unbundled elements (principally the so-called unbundled network

element "platform"). As a result, in November alone, competing carriers added more than

110,000 additional local lines in New York. That rate ofgrowth in competitive lines has

almost doubled in just the last few months.

3. A significant source ofthat competition comes from AT&T. At the time of

Bell Atlantic's Application, AT&T was already serving approximately ( ] local lines.

AT&T was serving these customers predominantly over facilities it deployed itself, either

wholly or in combination with network elements obtained from Bell Atlantic. At the same

time, it also was running a quiet trial ofa mass market offering using the unbundled element

platform. AT&T has since stepped up its local entry efforts, and has publicly announced

that it added 50,000 lines in November alone. Based on that successful experience, on

December 1 AT&T began offering bundled local and long distance services on a statewide

basis, supported by a massive advertising campaign. For $24.90 a month, AT&T claims to

include virtually unlimited local calling and 7 cents a minute on state-to-state long distance

calls.

4. To launch that campaign, AT&T's electronic billboard in Times Square

proclaimed "New Yorkers, Get It Together: With AT&T Local and Long Distance

Combined." "AT&T Offers New Yorkers a New Choice for Local Residential Phone

Service," PR Newswire (Dec. 1, 1999). Since then, AT&T has been advertising its bundled

local and long distance service package in newspapers, radio, television, and direct mail.

Attachment 1to my declaration includes samples ofthat advertising campaign.

5. AT&T's campaign has been effective. According to Robert Aquilina, who

runs AT&T's eastern region and is its affiant here, AT&T expects the rate ofgrowth to
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increase from the 50,000 lines it added in November to some 65-100 thousand lines per

month by January. See Attachment 2, AT&T Presentation to Financial Analysts by Bob

Aquilina on UNE-P. Mr. Aquilina told Wall Street analysts that AT&T expects to be able to

add 750,000 local customers in New York during the next year, produce $220 million in

local revenues and obtain a 12 percent local market share. See Attachment 2 at 8.

6. Contrary to the suggestions in its motion, AT&T's growth is not constrained

by the quality or capacity ofBell Atlantic's wholesale services. In fact, again according to

Mr. Aquilina, Bell Atlantic's performance in switching over customers has been "pretty

good," Washington Post at E3 (Dec. 2, 1999), and AT&T will be able to meet its year 2000

targets as long as Bell Atlantic's current performance "does not deteriorate." E.

Strumingher, Paine Webber Research Note at 3 (Dec. 7, 1999).

7. Similarly, both MCI and Sprint also offer mass market local services in

competition with Bell Atlantic in New York. MCI has been offering such services since

almost the beginning of 1999 (launching in February) and has added approximately 300,000

mass market local customers since then. Sprint, like AT&T, announced its own mass

market entry after Bell Atlantic filed its long distance application with the FCC. Like

AT&T, these offerings include bundled packages of local and long distance services. Also

like AT&T, these bundled service offerings have been accompanied by massive advertising

campaigns. Attachment 3 includes samples ofsuch advertisements

8. While AT&T and the other long distance carriers already offer a package of

local and long distance services to every Bell Atlantic customer in New York, granting a

stay would prevent Bell Atlantic from offering a comparable package. As a result, a stay

here not only would deny Bell Atlantic the ability to compete for revenues from potential

3



Redacted - For Public Inspection

long distance customers in New York, it also would mean that Bell Atlantic would continue

to be unable to compete on an even basis for local customers and would thereby lose local

customers it might otherwise be able to retain. This is not conjecture; approximately 75

percent of the lines recently added by competitors went to the major long distance

incumbents, and all ofthese carriers already can and do offer bundled packages oflocal and

long distance services.

9. AT&T's motion implies that it will suffer immediate catastrophic harm from

the introduction ofcompetition from Bell Atlantic long distance service. While Bell

Atlantic does plan to compete aggressively to win long distance customers in New York, its

entry will occur in stages, and new customers necessarily will be added over time. And

while Bell Atlantic's entry will produce tangible benefits for consumers (as I describe

fu.r1her below), the prospect ofhaving to compete with Bell Atlantic on even tenns for the

first time will hardly be catastrophic for a company with the size and resources ofAT&T.

10. Bell Atlantic plans to begin providing long distance service originating in

New York on January 5 with a very competitive residential (or "consumer") service

offering. Residential service accounts for about 30 percent ofall the long distance revenues

in New York. Bell Atlantic's offerings for business customers (who account for the

remaining 70 percent ofpotential long distance revenues) will begin to roll-out 30 to 90

days later. Bell Atlantic's business plans are to expand its long distance service customer

base over the next five years, providing service to approximately 25 to 30 percent ofthe

New York long distance market by the end ofyear five.

11. AT&T is a global giant and the long distance services it provides that

originate in New York are a very small part ofAT&T's business portfolio. According to

4



Redacted - For Public Inspection

AT&T's own press releases: "AT&T Corp. is among the premier voice data and IP

communications companies, serving more than 80 million customers, including consumers

businesses and government. With annual revenues ofmore than $53 billion and 149,000

employees, AT&T provides services worldwide."

12. In contrast, the only services at issue here are long distance

telecommunications services originating from the state ofNew York - a small fraction of

AT&T's revenues. Moreover, consumer long distance services in New York - the only

services to be offered immediately by Bell Atlantic - amount to less than two percent of

AT&T's total revenues.

13. Regardless, even ifAT&T were ultimately to prevail on appeal and Bell

Atlantic's long distance authority were revoked, the loss ofcustomers to Bell Atlantic would

not be permanent. Any customers who switched from AT&T to Bell Atlantic's long

distance service could be switched back easily to AT&T. To the extent AT&T lowered its

prices to compete with Bell Atlantic's service offerings in the interim, it could raise those

prices back up to current (less than fully competitive) levels should Bell Atlantic's authority

to compete be revoked.

14. In addition to the potential harm to Bell Atlantic, a stay would cause

consumers to suffer serious harm by denying them the benefit ofadded competition. Within

the next week, Bell Atlantic will file its tariffed prices for long distance service with the

FCC. These rates demonstrate that customers will have an immediate opportunity to save

substantially as a direct result ofBell Atlantic's offering oflong distance service in New

York. IfBell Atlantic entry is stayed, those consumer savings will be lost for the entire life

of the stay.
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15. Unlike its largest competitors, Bell Atlantic will automatically put long

distance customers into a special discount plan rather than assign them to so called "basic"

service offerings that charge rates high above carriers' advertised prices. The large

incumbent long distance carriers' basic rates are the default rates that all oftheir customers

receive unless they affirmatively subscribe to a special pricing plan. Regardless, for close to

halfofAT&T's customers, the large monthly fees on AT&T's primary discount plans make

them uneconomical even when compared to AT&T's higher per minute basic rates. See

Application ofBell Atlantic-New York, Reply Comments, Appendix A, Volume 4, Reply

Declaration ofPaul w. MacAvoy, ~ 9.

16. Bell Atlantic's default plan - Bell Atlantic "Timeless"SM Service - offers

substantial savings to consumers when compared to the basic offerings ofthe three major

incumbents. The Bell Atlantic Timeless Service rate is [ ] cents a minute, every day,

twenty-four hours a day. Bell Atlantic does not tack on any additional monthly minimum

usage fees or monthly recurring charges for the calling plan,1 so its effective rate - the rate

an average caller pays - is the advertised [ ] cents. This compares with effective basic rates

ofmore than $0.17 for AT&T ([ ] % higher than Bell Atlantic), $0.20 for MCI ([ ] %

higher) and $0.21 for Sprint ([ ] % higher).

17. Bell Atlantic's basic rate also compares favorably with the current discount

plans ofthe large interexchange carriers. For example, under AT&T's so-called seven-cents

1 Bell Atlantic does pass through direct charges levied for universal service (on a
percentage basis), as well as the per-line charge (Presubscribed Interexchange Carrier
Charge or "PICC") recovered by the local exchange carrier as authorized by the FCC. In
both instances, however, Bell Atlantic passes through only its own costs.
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a minute plan, consmners also must pay a monthly recurring charge of$5.95 before they

even make a call. As a result, a residential customer who makes 43 minutes oflong distance

calls a month (which is the median) would actually pay 21 cents a minute after the extra fees

and charges are included.

18. The customers most hurt by AT&T recurring charges are lower volmne

callers - those who make relatively few long distance calls. For example, for a caller

spending as much as ten dollars a month on long distance calls, the effective AT&T rate still

is almost 17 cents a minute, far above Bell Atlantic's rate and comparable with AT&T's

basic rate. And, as noted above, the effective AT&T rate for callers with lower volmnes

than this is even higher. The nmnber ofcustomers burdened by these rates is significant.

According to AT&T's own witnesses, almost half (47 percent) ofAT&T's customers spend

ten dollars or less a month on long distance calls. See Application ofBell Atlantic-New

York, Affidavit B. Douglas Bernheim, Janusz A. Ordover and Robert D. Willig (Attachment

B to the Comments ofAT&T),' 144 (filed Oct. 19, 1999).

19. The advertised plans for MCI and Sprint put similar burdens on lower

volmne callers. MCI advertises a five cents every day plan. In reality, that plan includes a

peak charge of25 cents a minute for all weekday calls between seven in the morning and

seven at night. In addition, the MCI plan includes a $1.95 monthly recurring charge and a

five dollar minimmn - forcing very low volmne customers to pay for calls that they don't

even make. Even for the ten dollar a month customer, the effective rate is close to 14 cents a

minute. Sprint's ''Nickel Nights" plan is facially lower with a peak charge often cents a

minute. But Sprint also has a monthly recurring charge of$5.95, so the effective rate for a

ten dollar a month caller is almost 17 cents a minute.
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20. As a result, all low volume customers are significantly better offwith the

option of Bell Atlantic's new Timeless Service offering. Were Bell Atlantic's ability to

offer long distance service in New York stayed, these customers would lose that option and

would continue to be burdened by the incumbents' rate plans. Removing the stay in the

future could not undo the resulting harm.
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AT&T: Paul Reiser At Hot Dog Stand
Leollth: 30 First Airin~: NYC-12J06/99

_news
New York

hmAlWT'

(Music)
VOICE OYER: Big news, New York.

PAUL REISER: I'd like one with everything. PAUL: Yes, sir.
VENDOR: You want it all? . VENDOR: I want it all too.

PAUL: How do you mean?
VENDOR: From AT&T.

lOCAla LaNG DlSTANa
1"QGEtH8.

----
PAUL: Oh. here we go. PAUL: Well, it's funny you should say that. V.O.: Now get local and long distance
VENDOR: I want my local and long distance together, with AT&T local one rate new york.
from one company.

TEXT: AVAIU8UI1N _ AMAS

MAN: I want it all on one simple bill.
PAUL: One bill.
MAN: And how about one monthly rate...

for my local calls?

TEXT: llICLuoe 7S HOURI OF LOCAL CALLI PER~•

PAUL: One rate, one bill, one company.

•
t.OCA&.& LONG DIStNCI
I 800 ATT 4 ALL

VENDOR: Great, can you sign me up now? PAUL: I'm on my lunch break. V.O.: Call now to get your local and long
distance together.
(Music out)



I
Get

ocal service
and a whole lot morel
Get neNAW Local One Rate. Only From .AJ&T

LealJt It '0 AT&T to introdJce i sirr.ply radiCJI n8W Ida in calini- One price. One company. Around the neishbor.
hood Oracross the C:OIJrtry. It's caUed AT&.T Local One Ibte. ArId It'J 0111)1 klr you, Our long dstance custO~

It'l -.nrle. It', srt\art. Itll Jmt p,.in hettlU'.

Now you car get cne-rate SI-npliclty on all your c:alls frl:lm ~ome. Any day of1'le week. Ariy time at all. Ur!like otl'er
!Oervices, th~se low r;tes ap~y to every eatl you m,Jc.e n-orr home. You'!1 ~" get AT&Ts ('I~ 7¢ a min'Jte rate fer
al state-to-stat~ :ong disur.c:e talls made from horne. ;I' dt"j', e--e'Y day! I.ocal One Rue Includes

, Vimnlly unllmked Ioc:aI callitlr- "
• S~ Ilmlrlufl: CWI r~.1 tall cans
• 7C • minute CW\ S'Cilte-tr>stXe Ian« dIane, calls

All for jI,Ist $24,90 a month. And \Nhe'l )'01.1 siR" UP now. there are no switd''''~ fee. aal~iQn charges. or
disc\iptions in your cutTl!lt So!t\llCe.

C« thrDuch dte d\lt'£er with one monthly bUr.

You'\ receive O"le easy-to-rUd monthly bill that ~Ie&rly ol.Jtllnes both ~ur loci! an<I ton! d'Stance charges. What's

more. it indu~"e!p~llnformaion about ""'" AT&T serwiCes ard 1"OIN they Cat1 hell' you sa"e eve" more

Comptftment .,our service wichtJlree of'ttt. most popu.... catllnl featuree,

I(you ClW'l't live without thi'lRS lllce Call Waitina Caller ID. and "'ree-W~ Calli'1- here's your chance to 9Ie.
They'ra all youl"; for just $llSO a m:ll1th. That's mol"t tl'la,., a IS9' savi"SS over Bell A~!l"tic: rates. t

One phone humtw!r~ yo" •••rythlnr you need.

NI!ed in~l"l'l"rItion~Warrt. to add aIlott>er line? No matter """at yOu need, :-,OlJ can ef110Y a prer'/'l:~ level cf
CY~QmerseNice to get it aU dOne.

Get LoQI One ftIu:c now,

To sign up tbrAT&T Local One Rat.l!, cal I goo 503-6561 ext. 79975. 6 a.m.-B p.":"L. "'onday-Fr'day. ~'s a
en~-or'J,~jnd service. And it:s just lbryou.

Sincerei)',

(JIn~~
Jo.dam Siskind
AT&T Lor.al~ce Marketing

"'.5. ReJ'I'ember: YOIJ get more u,2l'\ \lil"tua!l" I,mlimited loca! calling ~mAT&T. S9'l up rorLoc:al One ~e.
al"d you" also get our nf!We.ft 7¢ I mil"llJte rate em state·to·5tite long distat'.ee calls rracle from "ome!

·U~Jj",,_ ;ocM cetinc equl1, 7S 1Icun. AItM' "'Illtle I"1IJ! Is It • ""'n>4lt

~ CIl\ II'" A1l"'lK r1'les in tfflla a of 812&199

- e C~II about AT&T Local One Rate: I eon l\n~_~q~ I "".. ~oo..,t.



. u~e .. ID

• CaJlWaitng

•Thn!e-Way Calling

=I"~ o\"T1T. All "'.;1':1 :;.HI ,"c
S"","* 1:lII' OC'~~~ :.n.v.

l~lV WOJJ a)!!\j~s 1£:'0/ pUD

aJU~!p guo; ,~~oq :l-@~ MON

As a;~ AT&T C$.o~el~ you loa,,!: ~he OPOO~L:."'~ to add ~";'ee cf
" ': Tort ,o,w:a.r

calling features - COllier :0. C~IIWaiting. and Three-Way Callir~ - at a very 'Spe,:a!

pr:ce. O.,ly $1 2.58 a month. (ThdtS IT'Iore than a \5% savings:)

But wait. there'5 even more.
YO!.. 'In also add lines - a ~reat idea J you rave a. ~-:. .. ': ~ffice or a teen, G~ ue't
international I"ltts with cr-e or AT&T's intelT'3tiorai -:: • ~ ,Ians - so you ca·" Iceep in

touch, no ma.tter hew 'ar away people are. Wnat's rr ...", '-:lU can '<eep rt al sa'e and
SOL,lnd w!th OU~ I"SI~.WIre Maintenancl! "an - sc never have to 'Worry abOIJ't

maintenance. Cali lo!" detatls.



It's a. whole new way to loolc itt phone service. Lo~1. Long cistar'lce. l" fact. any distarlce.Any ti".!. Ol'\l: company.

Ol"e bill. it's the smartest. simp'est way to combine: ali yeur caJling needs - and it's lUst fo,. New Yorl<ers.

Simplicity
Now ore ."onthly rate gets YOI" all the calling you ~eed fro"'" home. And the" some.
75 hours of local caJling every morth - more than you'll ever need, Si a minute for

neaio"ill toll ear's and 7,. en state-to-state long dist.1nce calis from 'ome. A'I the time.

1"'Y ti'Tll:. It's t,at simple. And. yeu'll get one easy-to.read bill frem ene company,
be::ause AT&T provides you with all the can:n~ se""";c::es YOJ reed, Air "or just $24,90.

Savings
The value ofA1!.T Local One Rate speaKs +'0,. itse!*:

• Save witt- virt\lally unlimited loa! calling.·
• Save more than 15% O'Jer Bell Atlantic's ratest on ~ree of the !T'ost popufal" call1"g

feltUnls - Call Waiting. Caller ID, and Three-Way Calling,
• Add ano1he" phone line wfoletl you sign '.J~ for AT&T Local One !'ate, and we'll waive

our aaiYltion charges on ti'le ney.t line.

• Pay nothing - not i!. sil'lgle fee - for switching to AT&T

And YO" could nve tNen more wlth}J'lT"s "ew 7~ a ml"ute ra1:1 on Itlte·to-state long disQnc;a.

Service
At AT&T. you matter most tfs easy to~ answers with cne number for a.!: YOUI" cllll'r-g
"'Ie@ds. 1t'5 a premier leve! of seJ"'\Jice yoy can cou'11: on.

• 1.0<:11 ca'linl rri:'1utes r.otncfudec

• "'&:uiil rno~ty !:Inl -.aries by "urntle'" or a~s lTI.de

• RegloNI to'l oJ! ~t'S IIlry by time. OrSW\ce, a"d
day oflNeek

• ~il". "iriable fim-m'l'lUtel "1t~ (er loal ~oH cen5

• ViP'tUaJly unlimited local Q'linr*

• 5f. a minute on "'ftIonaJ toll c:a)fs

• 7~ A minute on ttAte-to-state

I""~ distance callJ

One 109!< and you'll wantAtiT
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New York -.AT&T
All Distance Consumer Entry

I The New York Opportunity I
+ 6.5M Households in Bell Atlantic Territory

+ $38 Local Consumer Revenue Opportunity

+ 4M AT8tT LD PIC'd Households

+ $1.58 AT8tT LD Revenue



AT&T New York Local
All Distance Offer

Competitive
Differentiation

AT&TAII
Distance Offer

For $24.90/month:
• Virtually unlimited Local

calling (75 hours, 4500 minutes)
• One Rate 7 Offer

For $12.50/month:
3 Feature Package

• Caller ID, Call Waiting, and
3-way calling

• Simplicity

• Savings

• Service

Virtually unlimited
local calling, no time of
day, orday ofweek,
price deviations

High Volume Local,
.IntraLATA, Features

One Bill, One Call
for Service



New York - Maximum Capacity Plan
for New Customers
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- -Ordering System Capacity Sales 8t Operations Capacity

BEL performance is the only constraint in NY



AT&T New York Local
Ramping to Scale

160,00

80,000

Cumulative Customer Sales 1999
(65K to lOOK
per month)

o ~ 'cu' i <:7 • • • , i

AUG99 SEP99 OCT99 NOV99 DEC99 2000

0= Actuals

Current growth rates match or exceed
competitors-- and we just started advertising!



Bell Atlantic UNE-P
In-Process Performance
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Bell Atlantic is not providing parity service to CLECs



New York - 2000 Market View

0' 0 ~...-- _

1

.......
:E-
~
Q)

E 0.5o
1i)
::I
o

YE99 1st Qtr 2nd Qtr

2000
3rd Qtr 4th Qtr

-0- BEL Claims -$- AT&T All Distance

AT&T will lead in all distance bundled purchases



Winning Plan for New York

• Theme: Maxi,mum ca,pacity plan

• Accelerating systems, operations, care, billing.
and marketing to.full capacity

• 2000 sales Plan will deliver 750K+ All Distance
customers, or 12% Local share with $220M of
Local Revenue .

• Positive revenue growth of $100M in year 2000
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Length: 30
Sprint: More Of A Good Thing II

First Airin2: NYC-I 2/03/99

(Music)
VOICE OVER: New Yorkers...

who like more of a good thing... are moving to Sprint. Because now Sprint
offers local service...

with unlimited local calling...

TuI: ..__... _

so you won't pay for local calls.

THI: 10 lIprInl .... _ c.I .... _

And if you sign up before December 31st

you can get up to 50 minutes of free long
distance every month...

for the next 10 months. That's up to 500 free minutes.

What more could you want... New York? Call 1 800 PIN DROP.
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8.0 PIN DROP.'1 ~:"..The point of contact""

:<.~~~=1tMftT m-:
.' , • . ' .. • ::. r '. ..', : " • • ' ::----.~ .,.; '. • '

·w -."·.,- - "',.;".;", __ ~__I;.".... _ .:.".... - J.._ .. ,.:....._....,;tec,,.;:...,;..._
fa""'" DIlf,.....' •• • ,1IUa~w. -.........,. ull.0F .-.. ~ C* ,.... ,~~.........--....,_ _"..ClIr_._...- ......----~---._ ..,-,..... c_u. . ..• :.,. ,'.;' .. .'... ..':.:.. . . . , : .... ~ .•;.....

'.",



Now Sprint offers
local service
in New York
Select Sprint fnr YOlir local
service and enjny all the
benefits you've cnme In

expect from a national
commlll1icatinns leader

for the first time. Sprint Members in New York can
choose Sprint for local calling service. And here's why
Sprint is ttte right choice:

• Sprint can handle your calling needs with
top-notch seNice. In addition, we're ranked 11
in Customer Satisfaction among High-Volume
Users of Resid~ntiallon9-Distance Service by
J.D. Power and Assoeiates·

• Competitiveloc:al and long-distance calling rates from
a na1ional communications company

• Simplified bitling - wittl all your local, IOC;l1 toll and
long-distance calls on one invoice

• Switching is easy. too ... iust call1~13

rllra gfeflt valne, choose Sprint I.oeal Unlimited"" with S"ritIt Nickel Nights-

e-_
_.
- Sprint is pleased to present a new plan to give you the value you deserve. Sign up for Sprint Local Unlimited with

_ Sprint Hichl Nightst today to receive:

• Unlimited locel calling from one provider you already know and trust", for just S3S a month

. .'.A low, fI.t rate for long-distance and IOCllI toll calling - just 5e • minute, every night, Monday through Sunday

. • Plus. additional produCTS and services to meet your caRing needs

It's not iust "htut sitnplifying ynnr loe,,1 calling ... it"s about having the .rigbt to choose for yourself!

Call 1-100-808-8183 today fnr Sprint local service

-~Sprir't~

The point of contact-

•J.D. '..-' ""d ""'.e;....,. 1.fi~'~ DI",... $eNia..... SIoHIJ.- Sludf .......-. 12.1115 I'IlltIIoitl t.".eiaHc. ""~ Hip ;$ .w;•., lIa~...,....II..._s,..... IaIlrIfi*"'.
n'l:: q1ch "_._i*_feo... l!lt~, DlllIl d"""";= c.A:.~MIlI on4 '..-l8lI , fp lOl$! II ..... ,... 7 • .lIt III h ....~ _ ~._ ,........W&a. "'7 ......o.._~.",;"", ...d,..........." ,,1'0111".= IFrly. Col.:"'"~r. ....n" .a_a ,111 _FCC· IIll '1'IIr......- qoricr:. """""""~ l\nlricWI_.lIlIIw.""' ~.4,.c.lCt'ltl8 co"';::: .I'ca' c-'l: ....1';.""",. CI~ .'n \lfII'-"Iac.'eoll: = "."""" a~I'ft HtIn .....,-ftjdoy.~.Ul. f......",...1ICl
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MCl WorldCom: Coming To New York
Length: 60 First Airing: NYC-IO/25/99

(Music)
1st MAN: For years, you've counted on MCI
for long distance savings...

now MCI savings are coming to local phone
service at homes across New York.

WOMAN: You mean MCI offers local
service?
1st MAN: That's right...

and if you call this number and choose MCI
for all your local and long distance services,
you'll get an extra five dollars off your bill
every single month.

2nd MAN: Five dollars a month? That's sixty
dollars a year.
WOMAN: I've been with Bell Atlantic forever
and they never gave me a deal like that

GIRL: It's really cool, my parents just let me
get my own phone, but I have to pay the
bills myself.

1st MAN: You get great local rates and you
can get MCllong distance for just 5¢ a
minute...

every evening and all weekend long. That's
our lowest rate ever.

Text: 7pm-7am tor ... to Mate ~I•. For I'M"""" cualomers.
SUS monUIly foe--,

2nd MAN: So you save on local and long
distance calls, plus you get sixty dollars off.
You know savings like that really add up.

GIRL: Even Ican afford it and I'm doing this 1st MAN: MCllocal service has arrived in
on my allowance. New York and so have great savings.

VOICE OVER: Remember to sign up and
get this exclusive offer you must call 1-800­
MCI·LOCAL.



*'----Mel WORLDCOMEM

Now, yonr local and
long distance calls can
eamyoll miles!

Dear

As a Delta Air lines SkyMiles member, you're invited to enjoy an exclusive offer from Mel WorldCom'"
that' Il really send you flying. It starts with up to 5,000 bonus miles just for signing up for local and long
distance service. And that's just the beginning....

Save over Bell Atlantic.
Now YOl.i can choose Mel WorldCom for your local telephone service. Compare the MCI WorldCom Local
5avingsm plan with Bell Atlantic's Message Rate Plan and you'll see there's no comparison... our plan costs
less. regardless of when you call. In fact, with our plan, you can make a local call of unlimited lergth for as
little as 34:. So why pay more when you don't have to? Sign up for Mel WorldCom long distance and regional
toll seNice as wen, and we'll take five dollars off your bill each month, for an additional savings of S60 a year.

.Iust S¢ a minute on long distance.
Of course. with Mel 5~ Everyday Savingsm you'" save oniOn( distance too. With an·incredibly low 5¢ a
minute rate on state-ta-state calls every evening and all weekend long. YOU'll save the most when YOli call
the most. So now you can talk to your friends and loved ones longer and for less.

Earn miles with all your calls.
Only MCI WorldCom turns all the calls you already make into miles. In fact. YOU'll get fIVe miles
for every dollar you spend- on loeal and long distance calls. Call for a pizza, you get miles. A call to Mom
(or a nice chat equals more miles. The conversations are the same. but tl'le real difference is miles.
50 call 1. 800 488-5073 now. to start saving on all your calls. and get up to 5.000 bonus miles.

Sincerely.

~~~
Partner Marketi:1g
Mel WorldCom

jU4 /j~
Rob Grady
Partnership Marketing
Delta Air lin'es

• uc<"ore _. Clo.,1s Md ....eft~'t.lI$ S 000 .....s ott ...llIl1eC1 ~"~1I_ J 00(1 ."., ...,.. 101" "1Il1 ll"IMl/l llt!ll 1000 .'"'" ...," we".. I.. ',\1 ~"l lei. "'0","'
n, M MC' _IdCcll' iO"! "',,"":.. "",,"".. Yo" _'" t."""" ." MC. llt.·ldCeM IGII£ Q'SIMce ..._ .., lIl'O,1I' lno \Jft'e 0' 1,,"I'_t III ..... '0 ,oe"... to"", .......
C'''~"J: 110 _IdCc", "',_." '.0' .h~" I.. UO,.,'. D~I lollltl .... eo" '01:1.'" "' ICCC...,L MCJ 51 E....c.... SIl.". "~. ~ i1 95 n'llllll'r foo ""'i!:h CCfIlt"'1fl
III ·JI. IS ,,-lIltt """,""" '_d,,,\: '"""__l Lo"",' 101 ""'Y ~I.. _c .., " ~, ...bla 1ctIa: ""',. I.~ IOn, <1<"""" "l:/Cl"tl Of $II_' d,"""'. ClIIIS Ai'
_fld~,' OeMI S.MoIeS 1ll0000~ft, ..,Ie. ""d CO"D,ItOf'S ~1lO) R.,.. nc·ud.. IIaurlll lIe_.. _ F.", ur,..."" s."',ce foes ou... 181"" t ...~ Oil. _on 1121100

Il'lO,:lll5



Compare the savings with Mel WortdCom over Bell Atlantic.
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Our records indicate that you have not yet
eelected Mcr WorldCom at your local phon.
service ~rovider. Pleaa. call 1-800-759-6080
immediat~lY to complete your account.

Sincerely,

Dear

Customer Account No.1
Customer Phone No.1

Joe Galvin
Vice President, Customer Service

8234243

-+:. ..
Mel WORLDCOM,..

16986

YOUR IMMEDIATE
AITENTION' R£QUESTED~

CALL 1 800759-6080 TODAY.


